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| The most important part of a sales representative’s job is finding
Securities, Commodities, and clients and building a customer base. Thus, beginning securities and
. . . commodities sales representatives spend much of their time searching
Financial Services Sales for customers—relying heavily on telephone solicitation. They may
Re presen tatives also meet clients through business and social contacts. Many sales
representatives find it useful to contact potential clients by teaching adult
(O*NET 43014A and 43014B) education investment courses or by giving lectures at libraries or social
clubs. Brokerage firms may give sales representatives lists of people
Significant Points with whom the firm has done business in the past. Some brokers

* A college degree and good sales abilty are among the " E A S BRSNS R B BN elated
most |mp0rta'nt qualifications for this profession. services. They contact potential customers to explain their services

® Employment is expected to grow much faster than and to ascertain customers’ banking and other financial needs. In doing
average due to increasing investment in securities and so, they discuss services such as deposit accounts, lines of credit, sales
other financial products. or inventory financing, certificates of deposit, cash management, or

e Many beginning securities and commodities sales investment services. They may also solicit businesses to participate in

- - consumer credit card programs. As banks offer more and increasingly

representatives leave the occupation because they are

. L . - complex financial services—for example, securities brokerage and fi-
unable to establish a sufficient clientele; once estab-  nancjal planning—financial services sales representatives assume greater
lished, however, these workers have a very strong importance.

attachment to their occupation because of high Also included in this occupation afieancial plannerswho use
earnings and the considerable investment in training. their knowledge of tax and investment strategies, securities, insurance,
pension plans, and real estate to develop and implement financial plans

Natureof theWork for individuals and businesses. Planners interview clients to determine
Most investors, whether they are individuals with a few hundred dollarstheir assets, liabilities, cash flow, insurance coverage, tax status, and
to invest or large institutions with millions, usecurities, commodi-  financial objectives. They then analyze this information and develop a
ties, and financial services sales representativiesn buying or sell-  financial plan tailored to each client's needs. Planners may also sell

ing stocks, bonds, shares in mutual funds, insurance annuities, or othdinancial products, such as stocks, bonds, mutual funds, and insurance,
financial products. In addition, many clients use them for advice on©r refer clients to other resources.
investments and other financial matters.

Securities and commodities sales representatilzscalled brokers,  working Conditions

stockbrokers, registered representatives, account executives, or financighost securities and commodities sales representatives work in offices
consultants, perform a variety of tasks depending on their specific jobynger fairly stressful conditions. They have access to “quote boards”
duties. When an investor wishes to buy or sell a security, fof examplegr computer terminals that continually provide information on the prices
sales representatives may relay the order through their firms’ computergs securities. When sales activity increases, due perhaps to unantici-
to the floor of a securities exchange, such as the New York Stock Exy5teq changes in the economy, the pace can become very hectic.
change. There, securities and commodities sales representatives known gstaplished securities and commodities sales representatives usually
asfloor brokersnegotiate the price with other floor brokers, make the \york a standard 40 hour week. Beginners who are seeking customers
sale, and forward the purchase price to the sales representatives. Ifiay work longer hours. New brokers spend a great deal of time learning
security is not traded on an exchange, such as in the case of bonds agigh firm's products and services and studying for exams to qualify them
over-the-counter stocks, the broker sends the order to the firm’s tradingq sg|| other products, such as insurance and commodities. Most secu-
department. Here, other securities and commodities sales representgties and commodities sales representatives accommodate customers
tives, known aslealers buy and sell securities directly from other by meeting with them in the evenings or on weekends.

dealers using their own funds or those of the firm, with the intention of ~ a growing number of securities and commodities sales represen-
reselling the security to customers ata profit. After the transaction hagatives, employed mostly by discount brokerage firms, work in call
been completed, the broker notifies the customer of the final price.  center environments. In these centers, hundreds of representatives

Securities and commodities sales representatives also provide manypend much of the day on the telephone taking orders from clients or
related services for their customers. They may explain stock market

terms and trading practices; offer financial counseling or advice on the
purchase or sale of particular securities; and devise an individual clien

financial portfolio, which could include securities, life insurance, corpo- e |
rate and municipal bonds, mutual funds, certificates of deposit, annuj i \ ||
ities, and other investments. | i B

Not all customers have the same investment goals. Some individu
als prefer long-term investments for capital growth or to provide income
over a number of years; others might want to invest in speculative=——
securities that they hope will rise in price quickly. Securities and com-
modities sales representatives furnish information about advantage
and disadvantages of an investment based on each person’s objectiveg=——
They also supply the latest price quotes on any security, as well a:  *
information on the activities and financial positions of the corporations
issuing these securities.

Most securities and commodities sales representatives serve indi—
vidual investors, but others specialize in institutional investors. In insti-
tutional investing, sales representatives usually concentrate on a specif
financial product, such as stocks, bonds, options, annuities, or commoc
ity futures. At other times, they may also handle the sale of new issues,
such as corporate securities issued to finance plant expansion. Securities sales representatives offer investment advice to clients.
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offering advice and information on different securities. Often these for certification. In most firms, this training period takes about 4
call centers operate 24 hours a day, requiring representatives to worknonths. Trainees in large firms may receive classroom instruction in
in shifts. securities analysis, effective speaking, and the finer points of selling;
Financial services sales representatives normally work 40 hours @ake courses offered by business schools and associations; and un
week in a comfortable, less stressful office environment. They maydergo a period of on-the-job training lasting up to 2 years. Many firms
spend considerable time outside the office meeting with present andike to rotate their trainees among various departments in the firm to
prospective clients, attending civic functions, and participating in give trainees a broad perspective of the securities business. In small
trade association meetings. Some financial services sales representiirms, sales representatives often receive training in outside institu-
tives work exclusively inside banks, providing service to “walk-in" tions and on the job.
customers. Securities and commodities sales representatives must understanc
Financial planners work in offices or out of their homes. They the basic characteristics of the wide variety of financial products of-
usually work standard business hours, but they often have to visittered by brokerage firms. Brokers periodically take training through
clients in the evenings or on weekends. Many teach evening classes ¢heir firms or outside institutions to keep abreast of new financial
put on seminars in order to bring in more clients. products and improve their sales techniques. Computer training is
also important, as the securities sales business is highly automated.
Since 1995, it has also become mandatory for all registered securities

Employment nd commodities sales representatives to attend periodic continuin
Securities, commodities, and financial services sales representative@ - epre e P . 9
ducation classes to maintain their licenses. Courses consist of com-

held 303,000 jobs in 1998; securities and commodities sales represern- A D
tatives accounted for 8 out of 10. Although securities and commodities?!Ut€"-Pased training in regulatory matters and company training on
sales representatives are employed by brokerage and investment firm W prodpct_s and services. . .

in all parts of the country, most sales representatives work for a small The principal form of advancement for securities and commodities

number of large firms with main offices in cities, especially New York. SgLenstgfﬁéeshz?]t;gV%tﬁoin rllnt;:e:e?\igg Lgi;:”gg?\;?g?hz';ﬁégﬂg 3?
Financial services sales representatives are employed by banks, y ) 9 9 y

savings and loan associations, and other credit institutions. Financia'lmj“"du"’1| investors, they may eventually handle very large institutional

planners can work for credit unions, credit counseling firms, banks,zgﬁgggﬁésstgcgoﬁetgfsfegg&%ﬁeang rgsgssﬁ:ngjneﬂzlaﬁétﬁ;\sgklrnega'z
and companies that specialize in offering financial advice. Other plan-authorit o m’ake investment decisiorﬁ)s over an acc%unt Some eg ori
ners are self-employed workers, many of whom contract out their y : p

services with these firms. e_nced sales representatives become bran_ch _ofﬁce managers apd supe
vise other sales representatives while continuing to provide services for

o o their own customers. Afew representatives advance to top managemen
Training, Other Qualifications, and Advancement positions or become partners in their firms.

Because securities and commodities sales representatives must be knowl- Banks and other credit institutions prefer to hire college graduates

edgeable about economic conditions and trends, a college education r financial services sales jobs. Abusiness administration degree with
important, especially in larger securities firms. In fact, the overwhelm- 3 specialization in finance or a liberal arts degree including courses in
ing majority of workers in this occupation are college graduates. Al- accounting, economics, and marketing serves as excellent preparation
though employers seldom require specialized academic training, course®r this job.
in business administration, economics, and finance are helpful. In contrast to securities brokers, financial services sales representa-
Many employers consider personal qualities and skills more im- tives primarily learn their jobs through on-the-job training under the
portant than academic training. Employers seek applicants who havgupervision of bank officers. Outstanding performance can lead to
considerable sales ability, good interpersonal and communication skillspromotion to managerial positions.
and a strong desire to succeed. Some employers also make sure that There are no formal educational or licensure requirements for be-
applicants have a good credit history and a clean record. Self-conficoming a financial planner, but a license is required to offer advice or
dence and an ability to handle frequent rejections are also importanéell specific securities, mutual funds, or insurance products. And
ingredients for success. although a college education is not necessary to become a financial
Because maturity and the ability to work independently are impor- planner, the vast majority of planners have a bachelor’s or master’s

tant, many employers prefer to hire those who have achieved success ifegree. Courses in accounting, business administration, economics,
other jobs. Some firms prefer candidates with sales experience, particland finance are particularly helpful.

larly those who have worked on commission in areas such as real estate Many planners also find it worthwhile to obtain a Certified Finan-
orinsurance. Therefore, most entrants to this occupation transfer frongial Planner (CFP) or Chartered Financial Consultant (ChFC) designa-
other jobs. Some begin working as securities and commodities salegon. These designations demonstrate to potential customers that a
representatives following retirement from other fields. planner has extensive training and competency in the area of financial
Securities and commodities sales representatives must meet Stajlanning. The CFP designation is issued by the CFP Board of Stan-
licensing requirements, which usually include passing an examinatiorgards in Denver, Colorado and requires relevant experiencgle-
and, in some cases, furnishing a personal bond. In addition, salegon of education requirements, passing an extensive examination, and
representatives must register as representatives of their firm with theydherence to an enforceable Code of Ethics. The ChFC designation is
National Association of Securities Dealers, Inc. (NASD). Before be- jssued by théAmerican College in Bryn Mawr, Pennsylvania, and

ginners can qualify as registered representatives, they must pass thequires experience and completion of a ten-course study program.
General Securities Registered Representative Examination (Series Both programs have a continuing education requirement.

exam), administered by the NASD, and be an employee of a registered

firm for at least 4 months. Most States require a second examination—Job Outlook

the Uniform Securities Agents State Law Examination. These testsBarring a significant decline in the stock market, the number of secu-

measure the prospective representative’s knowledge of the securitiesties, commodities, and financial services sales representatives should

business, customer protection requirements, and recordkeeping procgrow much faster than the average for all occupations through 2008.

dures. Many take correspondence courses in preparation for the seciks people’s incomes continue to climb and they seek better returns

rities examinations. Within two years, brokers are encouraged to takeon their investments, they will increasingly need the advice and ser-

additional licensing exams in order to sell insurance and commoditiesvices of a securities and commodities sales representative to realize
Most employers provide on-the-job training to help securities and their financial goals. Growth in the buying and selling of stocks over

commodities sales representatives meet the registration requirementsie Internet will reduce the need for brokers for many transactions.
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Nevertheless, the rapid overall increase in investment is expected tas the broker gains clients. A small but increasing number of full-

spur rapid employment growth among these workers, as a majorityservice brokers are paid a percentage of the assets they oversee. This

of transactions will still require the advice and services of securities,fee often includes a certain number of trades done for free.

commodities, and financial services sales representatives. Brokers who work for discount brokerage firms that promote the
Baby boomers in their peak savings years will fuel much of the use of telephone and online trading services are usually paid a salary.

investment boom. Saving for retirement is being made much easier bysometimes this salary is boosted by bonuses that reflect the profitability

the government, which continues to offer a number of tax-favorableof the office.

pension plans, such as the 401(k) and the Roth IRA. More women in  Financial services sales representatives usually are paid a salary;

the workforce also means higher incomes and more women qualifyingsome receive a bonus if they meet certain established goals. Earnings of

for pensions. And many of these pensions are self-directed—meanin§inancial planners can be wholly fee-based, which means they do not

that the recipient has the responsibility for investing the money. Withreceive any commissions for selling a product they recommend. They

such large amounts of money to invest, brokers and financial plannersimply charge by the hour or by the complexity of the financial plan.

will be in demand to provide investment advice. The majority of financial planners, though, receive commissions on the
Other factors that will impact the demand for brokers are the increassale of insurance products or securities, in addition to charging a fee.

ing number and complexity of investment products as well as the effects

of globalization. As the public and businesses become more sophistiRelated Occupations

cated about investing, they are venturing into the options and futuressimilar sales jobs requiring specialized knowledge include insurance

markets. Brokers are needed to buy or sell these products, which are nghles agents and real estate agents.

available for trading online. Also, markets for investment are expanding

with the increase in global trading of stocks and bonds. Further, the . .

New York Stock Exchange has announced its intention to extend itg>0Ur cesof Additional Information

trading hours to accommodate trading in foreign stocks and competé ©F 9eneral information on the securities industry, contact:

with foreign exchanges. If this takes place, it will vastly increase the . The Securities Industry Association, 120 Broadway, New York, NY

demand for brokers, both on the floor of the exchange and in brokeragd0271- Internethttp://www.siacom _—

firms to handle the larger volume of trades. Iiortlnformatlon about the Certified Financial Planner designation,

; ; contact:
StOEIZn rﬁfﬁf(rgte cr)]rt t()hfeb;c():lg?]rgr,nf;/ogl\(;\éeerh\algggii(g\;erlsz?llé/naif:]egct)%% IIi:rr:sSD The Certified Financial Planner Board of Standards, 1700 Broadway,

turnover is relatively high for beginning brokers who are unable to Suite 2100, Denver, CO 80290-2101.
y hig g g Iaternet: http://www.cfp-board.org

establish a sizable clientele. Once established, though, securities an For information about job opportunities for financial services sales

commoc_imes sales representanve_)s have a very strc_)ng attac_hment to th%presentatives; in various States, contact State bankers’ associations
occupation because of high earnings and the considerable investment B} write directly to a particular bank

training. Competition is usually intense, especially in larger companies, ’
with more applicants than jobs. Opportunities for beginning brokers
should be better in smaller firms. |

The number of financial services sales representatives in banks wilServices Sales Representat ives
increase faster than average as banks attempt to become a “one-stop
shop” for investing. Deregulation will allow banks to offer an increas- (O*NET 43017, 43023A, 43023B, 43099A, 43099B, and 49026)
ing array of services, such as stocks and insurance, that they have been . :
prevented from offering in the past. Financial planners can also be Significant Points

expected to grow faster than average as an increasingly wealthy popw A significant part of earnings may be in the form of
lation seeks advice on tax and estate planning, retirement planning, and commissions, which can vary considerably depending

Investing. on performance.
o , .
Earnings Considerable travel may be required.

Median annual earnings of securities, commaodities, and financial ser-

vices sales representatives were $48,090 in 1998. The middle halNatureof theWork

earned between $31,400 and $103,040. The lowest 10 percent earn&egrvices sales representatives, unlike sales representatives who sell manu-

less than $22,660; the top 10 percent, more than $124,800. factured products, sell an intangible product, a service. For example,
Median annual earnings in the industries employing the largestservices sales representatives for computer and data processing firms sell

number of securities and financial services sales representatives ifomplex services such as inventory control, payroll processing, sales
1997 were: analysis, and financial reporting systems. Hotel services sales represen-

tatives contact associations, businesses, and social groups to solicit con-

Securities brokers and dealers .................ooovvvvrrreesssssssen $53,700 \ention and conference business. Services sales representatives for per-
Security and commodity SErviCeS.........ccouveeeiviiiieiieeiiiiiiieeeenns 46,900 I | . fi locate client d de them to hire thei
Mortgage bankers and brokers...........cccccceeiiiiiiiiieiiiiiiieeeee 36,300 sonnef supply services tirms locate clients and persuade them to hire their

Commercial banks.....oooooooo 33.000 firm’s employees. Those in the motion picture industry sell the rights for
movie theaters to show their films. Other representatives sell automotive
Stockbrokers, who provide personalized service and more guidancéeasing, burial, shipping, protective, and management consulting services.
over a client’s investments, usually are paid a commission based on th8ervice sales representatives are also commonly known as “sales reps.”
amount of stocks, bonds, mutual funds, insurance, and other productdnformation on other sales workers, including insurance sales agents;
they sell. Commission earnings are likely to be high when there ismanufacturers’ and wholesale sales representatives; real estate agents and
much buying and selling and low when there is a slump in marketbrokers; retail salespersons; securities, commodities, and financial ser-
activity. Most firms provide sales representatives with a steady in-vices sales representatives; and travel agents, appears elsewhere in the
come by paying a “draw against commission”—a minimum salary Handbook)
based on commissions they can be expected to earn. Securities and Services sales representatives act as industry experts, consult-
commodities sales representatives who can provide their clients withants, and problem solvers. In some cases, they create demand for the
the most complete financial services should enjoy the greatest incomé&irm’s services. To do so, they must thoroughly understand a client’s
stability. Trainee brokers are usually paid a salary until they developspecific needs and objectives. Successful representatives relate their
aclient base. The salary gradually decreases in favor of commissionknowledge and understanding of the client’s business to the services



